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ABSTRACT
The survey aims to identify the purchasing potential of
personal computer in the Sha Tin District and also customer
purchasing behaviors.
The survey has undergone two stages. The first is byte
shop visits to collect market data about personal computers.
The second is the questionnaire survey. The majority of the
respondents who completed the questionnaires are students and
teachers in the secondary school and universities. The Kendall
Coefficient of Concordence is used to analyse the purchasing
potential of people of different income level, age group,
education level and population category.
The survey indicates that the purchasing potential of
personal computer is very high in the district. The younger the
respondent, the higher is the purchasing potential. It is also
found that because of the drastic decline in price of personal
computers even the low-income class can now afford to buy one.
The most popular personal computer is the IBM PC compatible as it
has powerful features, easily available software and an
affordable price tag for common people.
To conclude, it seems feasible to set up a byte shop in
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Personal computers have become more and more popular in
Hong Kong in recent years. Several ten thousands of personal
computers have been installed and used in business organizations,
government bodies, schools and universities and many other fields
of activities. The continual reduction of the price of personal
computers, especially the emergence of forged Apple and.IBM PC
computers from many Asian countries and areas, further fuels the
personal computer market in Hong Kong.
Years ago, it was the Atari home computer and Apple II
and forged APII computers as typical examples which pioneered
the invasion into the family lives. In this year, there also
comes the low cost Ninento Computer Games from Japan. And most
noteworthy is that the price of IBM PC compatibles have dropped
to a very low level of only a few thousand dollars per set
particularly in this year. Thus not only many small business
organizations can no longer resist computerization based on
budget reason, but many people begin buying PC compatibles for
their personal or family use.
It is not surprising, and to the knowledge of a great
many people in our population, that in these few years a new
business is developed. It is the computer byte shop business.
2But it is quite astonishing that most of the byte shops are found
to be concentrated in a shopping centre in Shamshuipo district,
which is a lower class residential area far away from our
business centres. The other byte shops are found scattered in a
few districts. It will be of great interest to study the
existing byte shop business in Hong Kong.
We all know that the population of the new towns has been
growing at a high rate. The most outstandingly planned and well
developed new town area is the Sha Tin District. Up to March
1986, it has already a population size of 350,000, 6.25% of Hong,
Kong's total population of about 5,600,000. This is a new town
district which has mixed class population. Several areas are
developed to accommodate middle and even higher class people.
The population of the new town is expected to grow to about
800,000 in 1995 (12.08% of 6,624,000, the projected population in
-%
Hong Kong in the same year).
Sha Tin new town has also changed from an agricultural
rural area into a new industrial site with various industries
developed and concentrated at Fo Tan.
Sha Tin is also noted for the Chinese University of Hong
Kong located at Ma Liu Shui. The University has now an enroll-
ment of about 6,500 students and a staff size of about 1,700.
Shatin Tin New Town Development Programme, 1985 edition, pp.
1.02, 5.06-08.
3All these lead the writers to become interested in the
study of personal computer business in the Sha Tin District. The
study is concentrated in the following aspects:
1. identify the market potential in the district;
2. identify the market target;





Basically the survey was carried out in three stages:
1. Literature research about computer business in Hong
Kong.
2. Visiting byte shops and interviewing shop people to
understand byte shop business with special regards
to their range of product lines and prices concerned.
3. Conducting a market survey in Sha Tin to collect
information about the pruchasing intention and buying
behaviour of Sha Tin residents.
Regarding the literature research, the writers have
studied the major local computer magazines and also major
computer product catalogues and price lists from various computer
suppliers and byte shops. Together with the information
collected by the writers in visiting the major byte shop centres
in Hong Kong, the writers have been able to work out:
1. a comparison between various personal computers in
features and prices;
2. the background of the byte shop business in Hong
Kong; and also
3. the existing business situation of the byte shops.
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Concerning the market survey in Sha Tin, the writers have
done this in three stages: pre-survey, survey and post-survey.
In the pre-survey stage, basic demographic and economic
information was obtained from reports of the Census and Statis-
tics Department and Sha Tin District Board, based on whcih target
population and sample size were determined. Then a questionnaire
with a title of Survey of Personal Computer Market at Sha Tin
was designed. It aimed at secondary school students and
teachers, university students and lecturers (of the Chinese
University of Hong Kong) and people of other walks of life.
The survey was conducted on a random sampling basis by
two different approaches. One was by mailing and the other was
by face-to-face interview. Questionnaires were sent to secondary
schools in Sha Tin, requesting students and teachers to complete
the questionnaires and return to us on completion. The same
thing was done to the teaching staff of the Chinese University of
Hong Kong. On the other hand, the writers have interviewed
randomly-selected students in the Chinese University canteen and
library at noon twice. The same was done at the New Town Plaza
in a Saturday afternoon during which randomly-selected passerbys
were interviewed. Five Form V graduate students were invited
to be the interviewers to conduct the survey at the New Town
Plaza. An half-day training was provided to them prior to the
survey.
After the survey, the completed questionnaire were
analysed to identify the market potential and target customer in
6
the Sha Tin District. Specifically, the writers want to identify
the buying desire and preference of various types of people in
terms of age level, income level, education level and different
occcupation. The statistical model Kendall Coefficient of
Concordance, W, was employed for statistical analysis.
7CHAPTER III
PERSONAL COMPUTERS IN THE MARKET
A New Era
The era of personal computers came in the late seventies. A
consumer could find various brands of personal computers in the
market. Most of these personal computer systems came from U.S.A.
and Japan.. A few came from European countries. Famous brands
included Apple, Texas Instruments and Tandy, and Apple was the
most popular one among all.
In 1981, personal computers became very popular at home
and in office. To capture the market opportunity, International
Business Machines Corporation (IBM) launched the sale of its new
product line- IBM personal computers (IBM PC). It led to a
fierce competition in the market everywhere in the world
including Hong Kong (Appendix 1- list of personal computers sold
in the Hong Kong market).
Emergence of Fraud Appi
Around 1980, fraud Apple II (AP II) from Taiwan flooded
Hong Kong's personal computer market. They were easily available
in byte shops which specialised in selling personal computers,
assessories, parts and assembly kits. The price of a fraud Apple
8II was as low as 10% of Apple's. This created an AP II fever in
the local market at that time. However, the quality of the AP II
was far below. the acceptable level and the maintenance was highly
dissatisfactory. This was mainly because the people in the
byte shop business at that time lacked comprehensive.computer
knowledge. Thus serious users kept a cold attitude to the byte
shop.
Emergence of IBM Compatible
The world-wide popularity of IBM PCs not only drove many
computer companies in the States to produce IBM PC compatibles,
but also prompted quite a few computer manufacturers in South East
Asia, especially in Taiwan, to produce very low cost IBM PC
compatibles and add-on cards. Actually, many of these manufac-
turers were original equipment manufacturers (OEM) of large
computer corporations in the U.S. or Europe. The quality and
reliability of these IBM PC compatibles were much improved. The
enhanced technology and improved quality formed the basis for
further development of computer industry in South East Asian
countries.
Supply of IBM PC and IBM PC Compatibles
The March 1986 issue of Asian Sources Computer
Products showed a total of about 66 Taiwan companies (a great many
of them are manufacturers). advertising for the supply of IBM
PC/XT and PC/AT compatible computers and add-on cards. There were
9
only about 12 companies in Hong Kong advertised in the same issue
of the magazine for the supply of the above products (see
Appendix 2. The list does not include large OEM suppliers like
Wong's Electronics Co., Ltd.).
In the Hong Kong byte shop business field, the wave has
changed now, most of the byte shops in Hong Kong are selling
low-cost PC/XT and AT compatibles. Some of them still sell Apple
compatibles. It is important to notice that years before,
it was those Taiwan manufacturers who supplied the low-cost
PC/XT compatibles for these byte shops. But now most of the
compatibles in the byte shops in Hong Kong are assembled and
supplied locally.
It is necessary to compare the prices of these low-cost
compatibles with those of the real IBM and some other famous
brand personal computers, so that we can understand price-wise
why these personal computers have the great opportunity of
entering the families of many in our society.
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TABLE 3.1
PRICE COMPARISON AMONG IBM PERSONAL COMPUTERS AND COMPATIBLES
PC/XT VERSIONPC VERSION
MODEL
LOW-COST XTEPSON PC/HDIBM PC/XTLOW-COST PCEPSON PCIBM PC
COMPATIBLECompatible
Intel 8088Intel 8088Intel 8088Intel 8088Intel 8088Intel 8088CPU
256 KB256 KB256 KB256 KB256 KB256 KBRAM
1 x 360 KB1 x 360 KB1 x 360 KB2 x 360 KB2 x 360 KB2 x 360 KBFloppy disk
drive
vKeyboard








Source: Prices of IBM PC from an authorized IBM PC dealer on 25 March 1986
prices of Epson PCs from advertisement of Epson in Hong Kong Economical Journal on 20 March 1986
prices of low-cost PC compatibles from a byte shop at Golden Shopping Centre on 24 March 1986.
(Appendix 3)
Prices of floppy disk, hard disk, printer and display adapters are included for all-models.
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Table 3.1 also shows the prices of Japan-made IBM PC and
PC/XT compatibles. The prices of low-cost PC and PC/XT compati-
bles are as low as only 15.8% and 19% of those of the genuine IBM PC
and PC/XT respectively. If we include a monochrome monitor (about
HK$1,400), then a whole system for PC and PC/XT compatibles are
only about HK$5,850 and HK$8,750 respectively. These are within the
price range which many families in Hong Kong can afford. As the
people in our society have been exposed to computer applications
in their working environment and daily life for years, they get
more and more familiar with computers. They are now at the stage
of accepting personal computers in their families.
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CHAPTER IV
THE BYTE SHOP BUSINESS IN HUNG KUNG
The writers had conducted an intensive survey of the byte
shop business in Hong Kong in the week of 16 to 22 March 1986 by
visiting byte shop centres, discussing with byte shop owners and
studying relevant magazines.
It is necessary to define the meaning of byte snop ee ore
we go further. Byte shops always have the following charac-
teristics:
1. They sell various brands of personal and micro computers,
peripherals, accessories and components for personal
computers, computer games and PC software by opening small
shops in shopping centres or other places.
2. Most of the personal or micro computers they sell are low
cost or even fraud products infringing copyright of some
well sold computers-from well-known computer manufacturers.
3. Most of the byte shop shop-keepers are low-paid people
without receiving any computer training. They cannot give
any professional service or advice to customers.
4. Seldom will a byte shop design tailor-made software for
customers, no training is provided even to computer
illiterate, and even no installation and site maintenance
service is provided.
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5. It is also very cheap to customers if they want to copy some
standard software packages from these shops. There is no
concept of software licence and copyright in the minds.of
byte shop people and these customers.
It is based on the above criteria that we exclude the
four computer showroom-shops located at Harbour City Shopping
Centre and the 25 shops at Asia Computer Plaza of Silvercord
Centre from our byte shop list. Many of them are showrooms of
agents of well-known microcomputer manufacturers or manufacturers
themselves some are software consultants and computer book-
stores. Unlike the byte shops, the computer firms in concerned
always provide more professional services.
There are about 200 byte shops in Hong Kong, according to
the above five criteria. It is interesting to know that about
83% of these shops are concentrated in the three floors of one
shopping centre, the Golden Shopping Centre/Golden Computer
Arcade of one building in Shamshuipo District of Kowloon side.




GEOGRAPHICAL DISTRIBUTION OF BYTE SHOPS IN HONG KONG
Area ofNo. ofNo. ofNo. ofNo. ofTotal No.
ShopSoftwareGameComputerHardwareofShopping CentreDistrict Shops (sq. f t.)ShopsBookstoresComponent ShopsByte Shop:




4: 40016Peninsular Centre 16 (8.1%)Tsimshatsui 12: 2-300
East
Av. 280
Av. 16016Sino Centre 7 (3.5%)Yaumati
Av. 20041Metropolitan 5 (2.57)North Point
Shopping Centre
Av. 230127 SeasNorth Point 3 (1.57)
Shopping Centre
ScatteredOther DistrictIc about 12 (6.1%)
198 (100%) 153(78.3%) 17 (8.6%) 23 (11.6%) .3 (1.5%)
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Table 4.1 also shows that about 78% of these byte shops
are selling personal computer hardware, peripherals and
accessories. Computer book stores also have their position in the
byte shop business and they occupy 8.6%. For the game shops,
although they are all small shops having only 75 to 200 sq. ft.
space, they made up 11.6% of the byte shops. And as we have
already indicated, there is no software service except software
copying at low cost, the three software shops' business is to
serve this purpose only.
Most of these byte shops (164 out of 198, i.e. about 83%)
have shop space ranging from 75 to 300 sq. ft. Only 34 shops
(about 17%) have shop space of 350 sq. ft. or above.
For the business, estimation from byte shop people at
Shamshuipo discloses that the average total on spot sales volume
every day is about HK$760,000.00, which comprises of about
HK$41440,000.OCtoamounted110 IBM PC Compatibles
HK$ 100,000.0Ctoamounted100 Apple Compatibles
HK$ 90,000.OCtoamounted60 Printers






If the gross margin is just 10%, then the gross profit is
about HK$76,000.00 per day. The average size of the byte shops
is about 200 sq. ft. with an average staff of 2.5 persons at
average salary of HK$2,000.00. The rental and air-conditioning
charges at Golden Shopping Centre/Golden Computer Arcade is at a
total of about HK$21.00 per square foot.
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Thus the monthly profit and loss analysis of an average
shop is as follows:
Average Monthly Revenue HK$138,000 (100%)
Cost of Sales 124,200 (90%)
Gross Margin HK 13,800 10%
Expenses: Salaries HK$5,000
Rental, Air-condit. 4,000
Other expenses 1,000 HK$10,000 (7.25%)
Profit Before Tax HK 3,800 (2.75%)
From this calculation, it seems that the profit of the
byte shop business is very minute. However, a key point of the
byte shop business is not on spot sales. Many of the byte shop
people build up their connections with computer firms, software
houses and commercial and industrial sectors. A few byte shop
companies also establish small-scaled assembly factories and do
export business themselves. Thus the non spot business is
estimated to be at least the same as on spot business, making the
total local business volume of all the byte shops at the
Shamshuipo byte shop centre to be at least HK$1.5 million per day
on average.
Competition among the byte shops are quite fierceful.
Actually there are many byte shops which cannot keep up their
sales and get away from continuous loss. So you can always see
some byte shops open today and close a few months later.
However, there are also a few successful persons who emerge from




MARKET SURVEY IN SHA TIN DISTRICT
The writers use the questionnaire as a main tool in
conducting the market survey in Sha Tin District.
Population and Sample Size
As the population of Sha Tin has already reached a figure
of 350,000, it is a large population in the survey. Thus with a
degree of precision of five percent, the acceptable sample size
should be greater than 400.*
The writers believe that as a result of increasing
computer science education in secondary schools and universities,
the university students and science class students of secondary
schools comprise a very big customer base of personal computers.
Because of the intellectual nature of their occupations, the
secondary school teachers and university teaching staff are also
very important user groups. Thus the writers emphasized more on
the survey of these groups of people.
However, the increasing popularity of computers used for
daily industrial and commercial purposes and the scientific
management of business and the advance of science and knowledge
drive people to acquire more computer knowledge. Thus we should
*The sample size n for large population is obtained by the for-
mula 2G= 2r= 0.05, where
= standard error of a proportion
p= probability of a success
q= probability of a failure
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not neglect the great market potential of people of other
occupations.
With the above idea and assumption, the writers
classified their subjects into five population categories:
secondary school science students, secondary school teachers,
university teaching staff, university students and people of
other occupations.
The number of questionnaires sent out and returned is
summarized as follows:
1. 180 questionnaires to secondary school science students.
The questionnaires were arranged to be answered in the
class. 150 copies were returned with a response rate of
83.3%.
2. 50 questionnaires to secondary school teachers with 33
returned. The response rate was 66%.
3. Questionnaires enclosed with request letter (Appendix 4)
were mailed to 200 teaching staff of the Chinese University
of Hong Kong. 43 questionnaires were answered. Response
rate was 21.5%.
4. 113 students of Chinese University were interviewed.
5. 150 persons of other occupations were interviewed at the New
Town Plaza. Only 117 questionnaries fulfill the criteria
that the respondent should be Sha Tin residents.
Thus these add up to a total of 693 questionnaires sent
out with 489 (70.6%) copies returned of which 456 (65.8%) were
useful for the survey.
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The Questionnaire
The questionnaire was entitled "Market Survey of
Personal Computer at Sha Tin". Chinese version and English
version were both prepared (See Appendix 5 and 6).
The respondents were asked about their working location
and area of residence so that only information of those working
and residing in Sha Tin were qualified for the analysis.
The respondents were questioned of their ownership of
personal computer at home so that they were basically divided
into two groups: those who have and those who have not bought
personal computers.
For those who have owned a personal computer at home,
information of the types of personal computer they have is
collected and analysed. They were also asked of:
1. their consideration of further purchase of computer products
(simplified as "purchasing intention")
2. the time they spent in using their computers;
3. their average time in reading computer books or magazines;
4. their average frequency of visiting computer byte shops.
These four items were used as variables in analysing the
respondents' potential of further purchasing computer products.
The degree of dependence (the Kendall Coefficient of Concordance)







For those who have not owned personal computer at home,
they were asked of their consideration of buying one.
The following three variables are applied to analyse the
pruchasing potential of this group of people:
1. the percentage of people who have intention of buying
personal computers
2. the average time spent in reading computer materials and
3. the average frequency of visiting byte shops.
The Kendall Coefficient of Concordance among these three




3. education level, and
4. population category.
The above basic information of the respondents is
collected and classified as follows:
1. Income level: defined as average income per capita of the
family with the following ranges:
1.1 HK$1,500 and under,
1.2 from HK$1,501 to HK$3,000,
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1.3 from HK$3,001 to HK$4,500,
1.4 from HK$4,501 to HK$6,000, and
1.5 above HK$6,000.
2. Age group : classified according to the following ranges:
2.1 under age 20,
2.2 20 to 24,
2.3 25 to 29,
2.4 30 to 34,
2.5 35 to 39,
2.6 aged 40 and above.
Due to the small sample size, the age groups
of 40 to 44, 45 to 49 and 50 and above are
r.nmhined to become the group of 40 and above.
3. Education : only 4 education levels are adopted in the
level analysis:
3.1 secondary school level,
3.2 post-secondary school level,
3.3 university level,
3.4 post-graduate level.
The primary school education level is cancelled
as there is no corresponding respondent. The
technical school level is combined with
secondary school level.
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4. Population: the classification is justified at the
category beginning of this chapter and is repeated once
again as follows:
4.1 secondary school science students,
4.2 university students,
4.3 secondary school teachers,
4.4 university teaching staff,
4.5 other occupations.
In all the above statistical analyses, the 0.01 level of
significance are applied to make the analyses more accurate and
reliable.
Other important data were collected so as to analyse the
market trend, the customer need and buying behavior. These
include:
1. what type of personal computer they bought or considered to
bought,
2. why did they buy personal computer,
3. when would they buy,
4. how much did they want to spend,
5. what factors did they consider, and
6. where did they buy or would buy.
23
CHAPTER VI
FINDINGS ABOUT BUYING BEHAVIOR
Who Own Personal Computer
Statistics about computer owners in Sha Tin are collected
and analysed by respondents' occupation catagory and is displayed
in Table 6.1.
TABLE 6.1
COMPUTER OWNERS VS. CATEGORY OF RESPONDENTS
TotalNot Have ComputerHave ComputerCategory
150 (36.0%)91 (60.7%)59 (39.3%)0CL L L1LLCil Y
Students
113 (27.3%)63 (56.0%)50 (44.0%)University
Students
Secondary
33 (8.2%)13 (41.2%)20 (58.8%)School
Teachers
University
43 (10.3%)24 (55.9%)19 (44.1%)Teaching
Staf f
117 (25.6%)80 (68.4%)37 (31.6%)Other
Occupation
185 (40.5%) 272 (595.%) 457 (100%)
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1. Table 6.1 indicates that among various categories of
respondents, secondary school teachers seem to have
the highest percentage of having personal computers while
people of other occupations have the lowest percentage.
Secondary school students have the second lowest. percentage and
university teaching staff and university students have almost
the same percentage in the middle position. The pattern is
not surprising at all because secondary school teachers have
been using personal computers for educational purposes since
Atari launched its education programmes six years ago. That
is why many of the secondary school teachers have personal
computers already.
Concerning the university students and university teaching
staff, because of their work nature, they are also very
frequent in using computers for studies or work. However, they
can use facilities and service provided by the university's
computer centre. Therefore the percentage of having
computers for these two groups are relatively lower than that
of secondary school teachers.
2. Secondary school students have a relatively lower percentage
in owning personal computer than secondary school teachers,
university students and univesity teaching staff because, in
general, they are financially dependent on their parents.
That inhibits their buying behaviour. Moreover, cost of a
personal computer in previous time was much more expensive
than now that most of them could not afford to buy.
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3. On the other hand, compared with people of other occupations,
secondary school science students have higher percentage.
Most probably this is due to the computer science education
provided to them in school. Therefore students know more about
computer and should have more interest in owning personal
computer.
4. In a sample of 457 respondents, 4 out of each 10 respondents
have computers. This reflects the degree of popularity of
personal computers in Hong Kong.
Types of Computers Possessed and to be Purchased
1. Statistics were collected concerning types of personal
computers respondents possessed, it is found that:
8.8%1.1 IBM PC




This reflects that Apple and Apple compatibles nave tnE
highest percentage.
2. Concerning types of computers to be purchased, interesting
enough, it is found that responses shift to IBM PC
compatibles. The following depicts the distribution:
7.5%2.1 IBM PC





41.0%2.6 Not yet decided
3. The above two patterns can be explained. Apple and Apple
compatibles were introduced to the market a few years earlier
than IBM PC and IBM PC compatibles, and were able to capture
the major market share at that moment. Yet by the time
IBM PC was introduced to market two years before, it became
the market leader within a short time. People favour IBM PC
and IBM PC compatibles due to their more powerful features and
software support.
4. Prices of personal computers in the market have been declining
due to large volume of supply from Taiwan, South Korea and
Hong Kong. IBM PC compatibles made by these countries are at
a much lower price than IBM PC (by IBM), therefore more
people prefer to buy IBM PC compatibles.
Preference Over Types of Computers
Looking into the aspect whether people have different
preference over different brands of computer, the writers
obtained the following results:
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TABLE 6.2
TYPES OF COMPUTERS TO BE PURCHASED
VS. CATEGORY OF RESPONDENTS
Population IBM PC IBM PC Apple Apple Others No















1. It is found that all categories of respondents have highest
preference for IBM PC compatible except secondary students.
Secondary students' response rate to Apple compatible is 27%.
This can be explained by the fact that Apple compatibles have
features more geared to educational purposes and also they are
at a much lower cost than IBM PC compatibles.
2. Other categories all prefer IBM PC compatibles for their
powerful features, wide application in commercial and
28
industrial purposes and easily avialable software.
Reasons for Purchase
Statistics have been collected regarding respondents'




VS. CATEGORY OF RESPONDENTS
Population Games & Family Children Learn Working Help
Category Leisure Accoun- Learning
Computer Purpose Own
ting Computer Oneself Study
Secondary 28.6% 9.5% 84.1% 46.0%
Students
University 20.0% 13.3% 68.9% 6.7% 31.1%
Students
Secondary
School 37.5% 25.0% 25.0% 87.5% 58.3% 8.3%
Teachers
University
Teaching 12.5% 18.8% 31.3% 50.0% 68.8%
Staff
Other 51.4% 31.7% 31.7% 65.9% 22.0%
31.7%
Occupation
Total 32.9% 17.3% 11.6% 72.8%
15.0% 33.5%
1. All respondents have in common a major reason for purchasing
computer- learning computer by themselves (average 72.8%),
disregard of the profession they are in. This indicates
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that nowaday people of different walks of lire are keen
to learn computer.
2. Respondents also indicate their second major reason which
is found to be quite different among categories of
respondents:
2.1 Secondary school students and university students-
for helping own studies (46% and 31.1% respectively)
2.2 Secondary school teachers and university teaching staff
- for helping own work (58.3% and 68.8% respectively)
2.3 Other occupations- for games and leisure (51.4%). This
is a very distinct second reason in this category.
The above data indicates that people in the education sector
consider computer useful to their studies or work. May be this
is a major reason why they are so keen to learn computer.
3. Games and leisure is an important reason for purchasing
computer. As mentioned above, it is the second major reason
among people of other occupations (51.4%). Interesting
enough, it is also the third major reason expressed by
secondary school teachers (37.5%), secondary school students
(28.6%) and university students (20%). It seems that people
treat personal computers as a companion to kill their leisure
time. They play with computer games wherein they can
obtain fun, excitement and satisfaction. It is to the
writers' surprise that secondary school teachers have great
response to games and leisure. Probably secondary school
30
teachers consider their job being 'too routine' that they want
some sort of excitement.
4. For children to learn computer is the third major reason in
the category of university teaching staff (31.3%) and
respondents of other occupations (21.7%), but of the lowest
priority in the student categories. This is because the
students are too young to have any children now, they do not
need to consider this area. It also implies that parents
nowadays are quite keen to urge their children to learn
computer. May be this is due to the computer science
education in the school and the popularity of computer
courses in town.
Time to Buy a Computer.
Respondents' answers are distributed as follows:
No idea 49.1%
Within half year 9.4%
Between half and one year 18.9%
Within one to two years 15.7%
Beyond two years 6.9%
This indicates the majority of respondents have not yet
decided when to purchase. Though some tend to buy within one
year or two years, but still not sure when. Probably for making
a decision to buy they feel uncertain because:
1. Market prices of personal computers in the market have been
declining, they are not sure whether it is the right time
to buy.
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2. Computer technology has been advancing and therefore the
latest version always has features better than current
version, A version will become obsolete within a short
period of time.
3. It is nice to possess a computer and the need for it is
not essential and immediate.
Price Range of Computers to be Purchased
Respondents' preference to computer of different price
are distributed as below:
17.6%1. lower that HK$3,000
27.7%2. between HK$3,000- 4,999
17.6%3. between HK$5,000- 7,499
3.8%4. between HK$7,500- 9,999
4.4%5. HK$10,000 and above
28.9%6. No idea
According to the current price in the market, Apple
compatibles are lower than HK$3,000, IBM PC, compatibles (low grade)
or Apple compatibles (high grade) may cost HK$3,000- 4,999, IBM
PC/XT compatibles may cost HK$5,000- 9,999. Genuine Apple requires
more than HK$10,000, and IBM PC costs more than HK$20,000.
Here reflects that around 30-40% respondents would
consider buying IBM PC compatibles while around 15% consider
buying Apple compatibles. The result is consistent with that
of the type of computers to be considered for purchase.
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Students' Consumption Ability
Comparing consumption ability of secondary school students
and university students, it is found that:
Secondary school students
buy computer using own pocket money 33.3%
ask parents to buy one for them 66.7%
University students
buy computer using own pocket money 86.7%
ask parent to buy one for them 13.3%
It is obvious that university students are more
financially independent, probably they have government grant and
loan and/or they have part-time jobs. Therefore they have high
consumption ability.
Factors Attecting buying uecision
Respondents rated those factors that affect their buying
decisions and the ratings are distributed as follows:
47.8%1. cheap price




47.2%5. good after sales service
The result indicates that people consider powerful
feature and high quality as the prime selection criteria. In
fact, this is the ultimate end product they want to buy. They
also consider cheap price and good after sales service as important
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because that provide them added-value to the end product. Among
all, shop at vicinity is the least important.
Location Ut Computer shop Vreterrea
The point that people consider location (or convenience)
as least important is further proven. 85% of respondents
consider quite unlikely to buy computers or accessories at a byte
shop in Sha Tin purely because of convenience. They would like
to have the chance to compare apple to apple in the byte shop centres
like Shamshuipo. Yet, if a byte shop is to be established in Sha
Tin, over 90% respondents agreed to have it at New Town Plaza
which is more convenient to them.
Summary
The following points are the summary of the finding on
the buying behaviour of personal computer:
1. People are keen to learn computer, that is why they want to
buy computer to facilitate their own learning. More than
that, they want computers to help their work or studies, and
for dames and leisure.
2. People prefer to buy IBM PC compatibles because of their more
powerful features, easily available software and reasonable
prices. Yet secondary students tend to prefer Apple
compatibles for their lower prices and education-oriented
features.
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3. Since most people prefer IBM PC compatibles, therefore they
choose the corresponding price range HK$5,000- 9,999.
4. University students are financially more independent than
secondary students.
5. The most important selection criteria for buying a personal
computer are: powerful features, high quality, cheap price
and good after sales service.
6. The location of a byte shop is not important at all. But if a
byte shop is to be set up at Sha Tin, it is better to be





The purchasing potential of both personal computer owners
and non-owners and the degree of dependence among the relevant
variables are analysed by applying the Kendall Coefficient of
Concordance, W.
The variables used are simplified in description as
stated in the followings:
•l. the percentage of respondents considering purchasing or
further purchasing of personal computer products- variable
of "purchasing intention";
2. the average number of hours per week spent in using computers
variable of "computer hours";
3. the average number of hours per week spent in reading
computer books or magazines- variable of "reading hours";
4. the average frequency in the past six months of visiting
computer byte shops- the variable of "visit frequency".
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Personal Computer Owner Group
income croup
The values of'the variables for people of different
income levels are listed in Table 7.1.
TABLE 7.1
PURCHASING POTENTIAL OF PC OWNERS
OF DIFFERENT INCOME LEVELS
Income <HK$1,500 $1,501 $3,001 $4,501 >$6,001
Level -3,000 -4,500 -6,000
84.7% 78.0% 57.9% 61.5% 66.7%Purchasing
Intention
5.3 5.2 3.5 1.4 3.0Computer
Hours
2.0 1.4 1.2 1.0 0.7Reading
Hours
3.6 4.8 2.16 2.18 1.3Visit
Frequency
Ranks are assigned to the rive income levels (N) by the
four variables (k) as shown in Table 7.2.
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TABLE 7.2
RANKS RECEIVED BY FIVE INCOME LEVELS
ON THE FOUR VARIABLES
Income <HK$1,500 $1,501 $3,001 $4,501 >$6,001
Level -3,000 -4,500 -6,000
Purchasing
Intention
1 2 3 5 4Computer
Hours
1 2 3 4 5Reading
Hours
2 1 4 3 5
Visit
Frequency
Rj (sum 5 7 15 16 17
of ranks)
Rj- -7 -5 3 4 5
The mean of ranks
The sum of squares of the observed deviations from the
mean of Rj, that is,
124
The kendall Coefficient of Concordance Wk
0.775
1 2 5 4 3
Null Hypothesis Ho: The four sets of ranking are unrelated.
As k= 4 and N= 5, the table of critical values of s in
the Kendall Coefficient of Concordance is used.
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At the 0.01 level of significance, s = 124 and is greater
than the critical value of 109.3.
Ho is rejected.
So the four sets of ranking are related for the five income
levels.
Age Group
The values of the variables for people of different age
groups-are listed in Table 7.3.
TABLE 7.3
PURCHASING POTENTIAL OF PC OWNERS OF
DIFFERENT AGE GROUPS
Age Group <20 20-24 25-29 30-34 35-39 40
Purchasing 72.3% 97.5% 63.6% 57.1% 80.0% 28.6%
Intention
Computer 5.9 3.6 4.5 3.3 4.1 1.0
Hours
Reading 1.7 2.3 1.2 1.6 1.1 0.3
Hours




Ranks are assigned to the six age groups (N) by the four
variables (k) as shown in Table 7.4.
TABLE 7.4
RANKS RECEIVED BY SIX AGE GROUPS
ON THE FOUR VARIABLES
Age group <20 20-24 25-29 30-34 35-39 40
Purchasing 3 1 4 5 2 6
Intention
Computer 1 4 2 5 3 6
Hours
Reading 2 1 4 3 5 6
Hours
Visit 1 2 5 3 4 6
r requenc.y
7 8 15 16 14 24
Rj
-7 -6 1 2 0 10
s= 190
W= 0.68
Ho: The four sets of ranking are unrelated.
At the 0.01 level of significance,
s= 190 the critical value of 176.2.
Ho is rejected.




The values of the variables for people of different
education levels are listed in Table 7.5.
TABLE 7.5




vurchasing 86.6% 58.8% 65.2% 76.0%
Intention
Computer 5.4 3.7 3.0 5.2
Hours
Reading 1.3 1.6 2.5 0.9
Hours
Visit 4.6 2.5 2.6 2.0
Freauencv
Ranks are assigned to the four education levels (N) by
the four variables (k) as shown in Table 7.6.
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TABLE 7.6
RANKS RECEIVED BY FOUR EDUCATION LEVEL
ON THE FOUR VARIABLES




1 3 4 2
Computer
Hours
3 2 1 4
Reading
Hours
1 3 2 4
Visit
Frequency
6 12 10 12
Rj
-4 2 0 2
s =24
W= 0.3
Ho: The four sets of ranking are unrelated.
At the 0.01 level of significance,
s =24 the critical value of 61.4
Ho is accepted.
Thus the four sets of ranking are unrelated.
1 4 3 2
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Population Category
The values of the variables for people of different
categories are listed in Table 7.7
TABLE 7.7
PURCHASING POTENTIAL OF PC OWNERS OF
DIFFERENT CATEGORIES
Population Secondary University Secondary University Other
Category School Students School Teaching Occu-
Students Teachers Staff pation
Purchasing 79.7% 64.7% 57.1% 47.4% 66.1%
Intention
Computer 6.1 4.9 2.5 4.2 2.7
Hours
Reading 1.5 2.1 1.2 0.3 1.7
Hours
Visit 5.1 2.7 3.3 0.8 2.4
Frequency
Ranks are assigned to the five categories (N) by the four
variables (k) as shown in Table 7.8:
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TABLE 7. 8
RANKS RECEIVED BY FIVE POPULATION CATEGORIES
ON THE FOUR VARIABLES
Population Secondary University Secondary University Other





1 2 5 3 4Computer
Hours
3 1 4 5 2Reading
Hours
1 3 2 5 4Visit
Frequency
5 6 11 13 10
Rj
-4 -3 2 4 1
s= 46
W= 0. 51
Ho: The four sets of ranking are unrelated.
At the 0.01 level of significance,
s= 46 < the critical value of 109.3.
Ho is accepted.
Thus the four sets of ranking are unrelated.
1 3 2 5 4
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Interpretation
It is observed that for the personal computer owner
group, the four sets of ranking are related for different income
level and different age groups. It is not surprising the younger
aged people have more time and greater desire in using personal
computers and relevant activities. As most of the respondents of
the lower income level groups are students or younger aged group,
this also has an impact in raising the ranking of lower income
level and contribute to the concordance of the four sets of
ranking assigned to different income level. The drastic
decreasing cost of personal computers also encourage lower income
people to have stronger desire of replacing their old lower grade
machines.
For education level and population category, the four
sets of ranking are unrelated. This explain the following facts
that:
1. Personal computers are becoming so popular that the dif-
ference in the degree of interest among people of different
education level and population category is not significant.
2. People of different education level and population category
are quite diversified in their degree of preference in
personal computer activities no matter their purchasing
potential. For example, the energetic secondary school
students may like to visit byte shops, while people who have
received post-graduate education, mostly the university
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lecturers or professors dislike going to byte shops but
prefer spending more time in using the computer.
But-still we can see from the analytical data (see
sg,1bles 7.6 and 7.8) that secondary and university students have





Ine values of the variables for people of different
income levelsare listed in Table 7.9.
TABLE 7.9
PURCHASING POTENTIAL OF PEOPLE OF
DIFFERENT INCOME T.FVFT..q
Income <$1,500 $1,501 $3,001 $4,501 >$6,001
Level(HK$) -3,000 -4,500 -6,000
Purchasing 65.8% 63.6% 56.5% 100% 57.6%
Intention
Reading 0.87 0.8 0.3 0.6 0.4
Hours
Visit 0.8 0.4 0.5 1.7 0.1
Frequency
Ranks are assigned to the five income levels (N) by the
three variables (k) as shown in Table 7.10.
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TABLE 7.10
RANKS RECEIVED BY FIVE INCOME LEVELS
ON THE THREE VARIABLES
Income <$1,500 $1,501 $3,001 $4,501 >$6,001
Level(HK$) -3,000 -4,500 -6,000
Purchasing 2 3 5 1 4
Intention
Reading 1 2 5 3 4
Hours
Visit 2 4 3 1 5
Frequency
Rj 5 9 13 5 13




Ho: The three sets of ranking are unrelated.
At the 0.01 level of significance,
s = 64 < the critical value of 75.6.
Ho is accepted.
Thus the three sets of ranking are unrelated.
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Age Group
The values of the variables for people of different age




Age Group 20 20-24 25-29 30-34 35-39 40
Purchasing 69.4% 73.2% 67.7% 66.7% 63.6% 50%
Intention
Reading 0.77 0.66 0.73 0.1 0.2 0.3
Hours
Visit 1.07 0.62 0.48 0.42 0.40 0
Frequency
Ranks are assigned to the six age groups (N) by the three
variables (k) as shown in Table 7.12.
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TABLE 7.12
RANKS RECEIVED BY SIX AGE GROUPS
ON THE THREE VARIABLES
Age Group <20 20-24 25-29 30-34 35-39 40
Purchasing 2 1 3 4 5 6
Intention
Reading 1 3 2 6 5 4
Hours
Visit 1 2 3 4 5 6
Freauencv
Rj 4 6 8 14 15 16




Ho: The three sets of ranking are unrelated.
At the 0.01 level of significance,
s = 131.5 > the critical value of 122.8
Ho is rejected.




The values of thevariables for people of different
education levels are listed in Table 7.13.
TABLE 7.13
PURCHASING POTENTIAL OF PEOPLE
OF DIFFERENT EDUCATION LEVELS
Education Secondary Post Secondary University Post Graduate
Level






Ranks are assigned to the four education levels (N) by the
three variables (k) as shown in Table 7.14.
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TABLE 7.14
RANKS RECEIVED BY FOUR EDUCATION LEVELS
ON THE THREE VARIABLES




3 1 2 4
Reading
Hours
2 4 1 3
Visit
Frequency
1 3 2 4
Rj 6 8 5 11




Ho: The three sets of ranking are unrelated.
At the 0.01 level of significance,
s = 21 < the critical value of 49.5.
Ho is accepted.
Thus the three sets of ranking are unrelated.
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Population Category
The values of the variables for people of different
categories are listed in Table 7.15.
TABLE 7.15
PURCHASING POTENTIAL OF PEOPLE
OF DIFFERENT CATEGORIES
Population Secondary University Secondary University Other
Category School Students School Teaching Occu-
Students Teachers Staff pation
Purchasing 69.2% 72.6% 61.5% 66.7% 51.3%
Intention
Reading 1.18 0.48 0.64 0.23 0.26
Hours
Visit 0.79 0.78 0.83 0.63 0.21
Frequency
Ranks are assigned to the five population categories (N)
by the three variables (k) as shown in Table 7.16.
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TABLE 7.16
RANKS RECEIVED BY FOUR POPULATION CATEGORIES
ON THE THREE VARIABLES
Education Secondary University Secondary University Other
Level School Students School Teaching Occu-
Students Teachers Staff pation
Purchasing 2 1 4 3 5
Intention
Reading 1 3 2 5 4
Hours
Visit 2 3 1 4 5
Frequency
Rj 5 7 7 12 14
- 4 - 2 2 3 5
s = 58
w = 0.64
Ho: The three sets of ranking are unrelated.
At the 0.01 level of significance,
s= 58 < the critical value of 75.6.
Ho is accepted.
Thus the three sets of ranking are unrelated.
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interpretation
For the group of people not having pEz.sonal. computer
the three sets of ranking are only related for different-age
groups. Sono matter people have bought personal computer
or not, the age group is a very important and determining factor
affecting the customer behaviour and reelecting their purchasing
potential. We notice from the two statistical analyses of Kendall
Coefficient of Concordance on ranking the age groups that
younger people have much greater purchasing potential than the
elder peoople (see Tables 7.4 and 7.12).
However, for the other classification, namely income It.
level, education level and population category, the three sets of
rankings are all unrelated. This reflect a very important point
that because the prices of personal computers, especially those
compatibles, have been lowered so much that people of all walks
of life, of different income and education level can
afford buying one. However, they are so diversified in their
life practice and buying behaviour in respect of their income
level, education level and occupations.
When we analyse in detail, we can see for the non-owner
group, people of average income level of HK$4,501 to $6,000 and
those less than HK 1,500 rank the top based on the three
variables (see Table 7.10). Although without sufficient
supporting data, it may guess that middle high income working
people have the highest potential and ability of purchasing
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personal computer and Sha Tin's secondary school students from
the low income families desire most to own and use personal
computer for their leisure and studies.
In connection with education level, people who have
received university education and secondary school students rank
top in purchasing potential (see Table 7.14). This may also
reflect the need of the students in studying computer. This is




FEASIBILITY OF SETTING UP A COMPUTER BYTE SHOP
AT SHA TIN
The survey of personal computer market at Sha Tin reveals
that there is great market potential of personal computer
business in Sha Tin New Town District.
Already quite a high percentage of the population have
own personal computers. For those who do not own, many are
going to buy, although quite a few are not immediate buyers.
The market target should first aim at secondary school
and university students and teachers, as the survey data shows
that they compartatively have higher purchasing potential (no
matter they have a personal computer or not) than the other
occupations as a whole.
However, we should notice that with a total population of
about 350,000 at Sha Tin, the total number of the secondary
school and university teachers and students is very low (only
about 25,000 altogether) compared with that of people of other
occupations. Our survey data indicates that still there are
31.6% of the people of other occupations own a computer and
40% of those non-owners consider having one. So the actual
customer base from other occupations should be the biggest.
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As Sha Tin becomes a well-balanced community with
prosperous commercial and industrial development, many companies,
factories and service and public institutions also have the need
to computerize their operations and management. Many of them.
are probably looking for reasonably-price and high quality micro
and mini-computers with good service. If there are computer
suppliers in their vicinity which can guarantee the above
criteria, they should be in their gladness to make their purchase
decision. Of course, if a byte shop is opened with these
institutions as one of the customer groups, it should offer much
more than what the general byte shops are now offering. But the
byte shop will surely earn its reward.
Sha Tin is so well-developed that people in Hong Kong, no
matter where they live, have regarded Sha Tin as the hinge
linking New Territories and the urban areas of Kowloon Peninsular
and Hong Kong Island. People living in the new town areas along
the Kowloon-Canton Railway even treat Sha Tin as the cultural and
recreational centre of New Territories. So we can see everyday,
especially during holidays, there are many ten thousand non Sha
Tin residents visiting Sha Tin New Town. They can also be the
potential customers of the byte shops at Sha Tin if they are
well-located and well-promoted.
So we can see the market potential of personal computer
at Sha Tin is very great. Should a computer byte shop be set up
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Sha Tin, it is bound to succeed if it can fulfill the following
criteria:
1. provide sufficient product range including peripherals and
accessories to become a personal computer convenient store
for people at Sha Tin;
2. supply products with good quality and function
3. provide satisfactory after-sales service, such as free
delivery, on-site service and even software design
4. reasonable and competitive prices as compared with other byte
shops' in town;
5. marketing ability to promote its products and services to the
local residents, the institutions and people visiting Sha
Tin;
6. good location and easily accessible by people from all areas
in or outside Sha Tin.
At the present moment, there is only a music records shop
at New Town Plaza (by the Sha Tin Railway Station) which sells a
very limited range of very low grade personal computer
peripherals and computer game products (please refer to Appendix
7). There are also two small computer training centres which
offer personal computer courses without emphasise on sales of
personal computer.
The emphasis of this report is on the survey of the
market potential of personal computer at Sha Tin. More detailed
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feasibility study of setting up byte shops in the district is out
of the scope of this report. However, it is very clear that the
market potential is very great but basically intact. The first




In view of the rapidly growing population in the Sha Tin
new town and the popularity of personal computers, the writers
would like to identify the market potential of personal computer
in the district and consumers' buying behaviour.
In studying the byte shops in town, the writers found
most of the byte shops located at Shamshuipo. They sell various
brands of low end personal computers and accessories made by
Taiwan, South Korea, Japan and Hong Kong. According to byte shop
people's experience, IBM PC compatibles is the most popular among
all.
Since Sha Tin is a new town, its population is growing in
a rapid rate. It is expected to reach 800,000 by 1995. It is a
young generation population. Over 55% population are aged below
30. At Sha Tin, there are about 17,000 secondary school
students, and 6,500 university students studying in the Chinese
University of Hong Kong.
Computer science is one of the core subjects in the
secondary and university education. These institutes have
computer facilities for students to learn computers. The
univeristy, in particular, provides advancely equipped computer
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centre for students and teaching staff for their study and work.
Therefore computer education is very popular nowadays.
The writers set secondary school science students,
university students, secondary school teachers and university-
teaching staff as the major target population in the survey.
People of other occupations have also been studied for the sake
of control. From the findings of the survey, the writers can
come to the following conclusions:
1. In general, computer is not a strange word to people of all
walks of life and wide range of age. Quite a lot of people
have experience in using computer.
2. People are keen to learn computer for various purposes: for
work, for studies, for leisure or for their children's
learning.
3. Price of personal computers has been declining significantly
in the recent two years. Therefore personal computer is no
longer the possession of previlaged group. Even low-income
families can afford to buy one. Computer is well accepted by
people that owning a computer may be just like owning a video
cassette at home.
4. IBM PC compatibles is most popular in the market at the
present moment. Its price is at the mid-range which is
higher than Apple compatible but lower than genuine IBM PC.
It is popular for its powerful features, versatile
applications, easily available software and, of course,
reasonable price.
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5. People's criteria of selecting a computer are: powerful
features, good quality, reasonable price and good after-
sales service. People do not consider byte shop in their
vicinity an important factor affecting decision... However,
if a byte shop is to be opened at Sha Tin, they prefer it
located at the town centre where they find convenient for
shopping.
6. It is found that age has a significant relation to people's
purchasing potential, the younger the generation, the higher
the people's intention to buy a personal computer. Secondary,.
school students prefer to buy lower-priced Apple compatible
while others prefer more powerful IBM PC compatible.
7. To conclude, the survey indicates that market potential of
personal computer is high at Sha Tin. The important
consideration for a successful byte shop is how to run the
business and make it distinct from other competitors.
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APPENDIX 1
LIST OF SOME PERSONAL COMPUTERS SOLD IN HONG KONG
cpu L,ountry
Of Original
Japan80C88Toshiba T1100 portable PC
Japan8088Toshiba T1500 desk-top PC
Japan8086Canon A-200 Personal Computer
U.S.A.8088ITT XTRA-IBM Compatible PC
8088IBM PC
it
8088IBM PC/XT (10MB Hard Disk)
80286IBM PC/AT
8088IBM JX
8088Sperry PC model 45
8088Sperry PC model 50


























LIST OF HONG KONG MANUFACTURERS AND SUPPLIERS
OF IBM PC/XT AT COMPATIBLES AND ADD-ON CARDS
WHICH ADVERTISED ON MARCH 1986 ISSUE OF
ASIAN RESOURCES COMPUTER PRODUCTS
Products AdvertisedCompany Name
Apple IBM PC/XT compatibles1. Video Technology Computers
Ltd.
PC/XT Comp.& Add-on Cards2. Handjade Co., Ltd.
PC/XT Comp.& Add-on Cards3. ABC Computer Co., Ltd
PC/XT Comp. & Add-on Cards4. RAM Electronics Manufac-
turing Co., Ltd.
PC/XT Add-on Cards5. Novel Preeision Machinery
PC/XT PC Add-on Cards6. Microgram Computer Co.
Add-on Cards7. Sunday Computer Co.
PC/XT Compatibles8. Super 16 Computer Products
IBM PC/XT/AT Comp.9. Datanet Ltd.
PC/XT/AT Comp. Cards10. Hello Computer Co.
PC/XT Comp. Cards11. C.R. Electronic Co.
PC/XT/AT Comp.12. Ergo Electronics Co., Ltd.
PC/XT/AT Lap-Top Computer13. Int'l Quartz Ltd.
65
APPENDIX 3.1
PRICE LIST OF IBM PC/XT
Price USS
US$2 ,733.00
A. IBM DCXT-173 DUAL ISKETTE DRIVE SYSTEM
1 x 256KB RAM, XT Power Supply
2 x 360KB Diskette Drives and Adapter
l r Keyboard
l x Power Cord
l x Operations Guide Manual
l x BASIC Language Reference Manual





PARALLEL PR INTER CABLE
US$3, 482.40
BB. IBM PJC XT 10141B HARD DISK SYSTEM
l x 256KB PAM XT System Unit, XT Power ImppLy
1 x 10MB Fixed Disk Drive and Adapter
1 x 360KB Diskette Drive and Adap ter
l x Asynchronous Communications Adaoter
l x power Cord
l x Operations Guide Manual
l x BASIC Language Reference Manual
IBM GREEN MONITOR














S A M P L E P C C 0 N F I G U R A T 1 0 N S
Price US$
C. IE 4 PERSONAL COMPUTER AT BASE MODEL
1 x 2_56K3 RAM AT System Unit
1 x 1.2MB Diskotte Drive
1 x Keyboard
1 x Disk/Diskette Adapter
1 x Power Cord
1 x Installation and Setup Manual
1 x Guide To Operation AT Manual
1 x BASIC Language Reference Manual
8 x Expansion Slots (One Occupied by Disk/Diskette Drive Adapter)
IBM HIGH CAPACITY 1.2MB DISK DRIVE 741.10
IBM COLOR DISPLAY 773.40
IBM COLOR/GRAPHICS MONITOR ADAPTER 270.60
IBM PARALLEL PRINTER ADAPTER 86.60




D. IBM PERSONAL QOMPUTER AT ENCHANCED HARD DISK SYSTEM
I x 512KB RAM AT System Unit
1 x 1.2MB Diskette Drive
1 x 20MB Fixed Disk
1 x Disk/Diskette Adapter
1 x Serial/Parallel Adapter
1 x Kevboard
1 x Power Cord
1 x Installation and Setup Manual
l x Guide to Operation AT Manual
IBM COLOR DISPLAY





l x Basic Language Rdference Manual










CHINESE UNIVERSITY OF HONG KONG
THREE-YEAR MBA PROGRAMME
Survey of Personal Computer Market at Shatin
QUESTIONNAIRE
(ALL INFORMATION WILL BE TREATED STRICTLY CONFIDENTIAL)
(Please put a tick on the box: )
1. 1. 1 Occupation:
1.2 Position:_
1 2 V'h nh area c vniirmmninv/flrRnn i zatn locate?
Other placesShatin
NoYes1.4 Has your Company/Organization installed any computer system?
NoYes1.5 Do you have to operate computers in your Company/Organization?
NoYes1 2. Have you bought a personal computer at home?
Z. 1 Yes z. 1. i iypes
APPLE CompatiblePC CompatibleIBS PC
Others:APPLE
2.1.2 where did you buy it?
2.1.3 Will you consider increasing the number of computers,
replacing the computer with a new one or buying accessories?
No
replacing the computer with a new one
buying accessories
2.1.4 In the past one month period, how often did. you use the
computer a week in average?
Not used About hours a week
Yes-
increasing the number of computers
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2.2 'No'- 2.2.1 Will you consider buying one?
2.2.2 Woman:
If married, will your husband intend to buy?
2.2.3 Student:
Will ask parents to buy one
3. If you should make a decision in buying a personal computer,
3.1 Which type would you consider?
IBM PC
APPLE
3.2 Reason (s) for buying?
Games&LeisureL arningcomputerforownself
Help to deal with family accounts
For children to learn computers
3.3 When would you buy it?
Within half year
more than 2 years
3.4 Price Range?
<$3, 000
$7, 500- 9, 999
No idea yet
3.5 3 major factors that would affect your choice?
Cheap price
Powerful feature
Good aftersales services eg maintenance training
3.6 In the past 6 months, how many times have you visited computer byte shops?
No visit
3.7 In the past 3 months, have you read books/magazines about computers?










Learning computer for own self
Help to handle company affairs




$3, 000- 4, 999
$10, 000- 19,000
$5, 000- 7, 499
$20,000 above




4. In consideration of the location of computer shops, if there is one at Shatin,
4.1 will it be more likely for you to buy computers or accessories from this
shop because it is more convenient?
Yes May not, because
4.2 which area, apart from that of your home, will be most convenient for you
should a computer shop be located?
5. Personal Data:
5. 1 Male Female
5.2 Age: OR
under 20 20- 24 25- 29
30- 34 35- 39 40- 44
45- 49 50 and above
5.3 Area of Residence:
Shatin Area/Estate Outside Shatin
5.4 Educational Level:
Primary Secondary Technical School
Post Secondary University
Post Graduate
5.5 Have you learnt computer before? Yes- Attend Courses
Self Learning
No
5.6 Number of family members? people
5.7 Income range of the whole family?
<$5,000 $5, 000- 9, 999 $ 10, 000- 14, 999








PERSONAL COMPUTER PRODUCTS SOLD AT
"NEW TOWN RECORDS AND COMPUTER CENTRE"
LOCATION: NO. 638, NEW TOWN PLAZA
SIZE: ABOUT 250 SQ. FT.
Ninento (Japan) Family Computer & Games
Roland Color Monitor and Character Display Monitor
Sakata (Japan) Character Display Monitor
Venus (Japan) Floppy Disk Drive
So-column Printer
SKC (Japan) Floppy Disk
Diskkette File
Joystick
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